March 29, 19y2 


Dear Tommy 


I am sure that you are aware that unit 32-06-00 has 
not received any Bristol coupons in the 1st quarter of 
1993. I have found Bristol to he one of the better 
selling cigarettes in Lafayette and the surrounding 
areas. Therefore, when I noticed a drop in Bristol 
sales in most of rny accounts, I decided to do some' 
sales research, I was shocked when I saw the actual 
raw data concerning Bristol sales. I am writing this 
letter to share with you the facts that I discovered. 

Upon review of wholesale invoices, namely Philip's 
Wholesale in Lafayette, LA, I discovered the following 
trend: 
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These invoices show a decrease in Bristol sales of 
over 60;$. I believe this 60;$ decrease in Bristol 
sales is a direct correlation between sales and coupon 
availibi11ty. 

In a retail account, Cheap-O-Depot, I tracked Bristol 
and Loral sales from Dec. 1992 to present. The sales, 
in cartons per week, are as follows: 

Bristol Loral 
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Source: https://www.industrydocuments.ucsf.edu/docs/jyby0004 
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The preceding data shows that from week 5, when Bristol 
coupons had been exhausted, that Bristol sales declined 
every week. Conversely, Doral sales increased for 3 
straight weeks, dropped slightly one week, and then 
sky-rocketed to an all time high for Doral sales 
in that store. Doral is being consistently couponed 
in Cheap-O-Depot. I have tried to combat Doral with 
Cambridge coupons and with Basic. However, I feel 
that iny arsenal' w oil id have far more fire power with the 
availibility of Bristol coupons. My feeling is that 
customer perception is that Bristol and Doral are equal 
in quality, I personally disagree with that statement, 
however, consumer opinions and preferences dictate sales. 
Cambridge and Basic do not seem to be able to compete 
head to head with Doral, whereas Bristol, if couponed 
the same, effectively combats Doral. 

As I stated earlier, I felt compelled to do some 
research when I saw Bristol sales declining. Now that 
I have obtained some facts and evidence and spotted 
some trends, I feel compelled to share them with you. 

You have created an environment in your District 
that allows us to feel comfortable communice,ting to 
you in this manner. This environment is greatly app¬ 
reciated. by myself and my peers. Along with the trends 
that I have documented in my territory, I would 
like to offer the following solutions to combat 
declining Bristol sales; 

1. Pre-book, on a weekly basis and in mega- 
Yolume accounts, 250-500 cartons of Bristol. 

2. Present a unit program to the local District 
Manager of Wal Mart in the Lafayette area. 

This program would consist of 8 Wal Mart 
stores buying 200 ctns. of Bristol, for a 
total incremental volume of 1600 cartons. 

This program has been implemented successfully 
twice in the past. 

I am requesting your support in unit 32-06-00’s attempt 
to build incremental Bristol sales. The resources 


Source: https://www.industrydocuments.ucsf.edu/docs/jyby0004 


2049032880 




A 


that are required are $4.00 coupons. 
$30,000.00 per quarter would allow my 
fully implement my recommendation. I 
concern and assistance in this request 
much for any help in this matter. 



budget of 
nit to success- 
.ppreciate your 
Thank you very 
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